Step  Away  From  the  Keyboard:  If  you’re  under  pressure  to  get 
more  done,  the  worst  thing  you  can  do  is  work  longer,  page  52 
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are  resisting  end 
users’  efforts  to 
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technologies,  page  14 

Tech  workers  with 
virtualization  skills 
are  in  short  supply, 

IT  execs  say.  page  18 

the  grill:  ‘Godfather’  of 
ARPA  Charles  Herzfeld 
laments  the  lack  of 
leadership  in  govern¬ 
ment  research,  page  22 
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Michael  Gartenberg 
assesses  Linux  on 
the  desktop  and 
judges  it  no  Windows- 
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career  advice  they 
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Everything  you  need 
to  know  about  social 
networking,  page  56 
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,  beating  back  pirates,  easy. 

'  i  V 


—  1.  Think  like  a  Pirate. 

,  -  ,  »  f  The  best  way  to  defeat  a  Pirate  is  to  think  and  act  like  one.  After  a  few 

s  *  A.  ^  *  days  of  grog-swilling,  saber-rattling,  and  rigging-swinging,  you'll  be 

'*•’  V  -  k  _'T*  i  ‘ready  to  take  them  on,  mono  a  mono,  as  an  equal.  If  nothing  else,  at 

f  ,  ’  ,-r.  1  least  you’ll  have  had  a  fun  couple  of  days. 


2.  Beat  them,  then  join  them. 

Life  as  a  high-seas  scalawag  might  not  be  so  bad.  You’ll  escape  your- 
cube,  see  the  world,  pillage  and  plunder,  and  generally  have  a  grand 
old  time.  Study  up  on  sea  chantys,  lea 
on  your  shoulder,  and  you're  off. 


3.  Walking  the  plank.  j  ^ 

Pirates  are  big  on  getting  their  victims  to  walk  the  proverbial  J  f 

plank.  U}e  this  against  them.  Pose  ar a  plank  salesmentplteh  grgS 
a  new,  better  plank,  made  from  space-age  composite  materials, 
let’s  say.  Ask  them  to  'test  the  plank"  and,  once  they're  out  or  * 
reveal  the  truth.  The  humiliation  might  just  get  them  to  ’ 


5.  Use  your  skills  of  Beard-Fu. 

Beard-Fu  is  the  ancient  art  of  facial  hair  combat  Grab  and  pull  the  Pirate's 
beard,  twist  his  moustache,  yank  a  sideburn— if  done  properly,  its  the  deadliest 
of  all  martial  arts.  Finding  a  Beard-Fu  teacher  can  be  hard  nowadays,  bi ' 
instruction  books  are  available  and  there's  probably  a  Web  site. 


6.  Use  threats  they  can  understand.  < 

Threatening  to  call  911,  threatening  a  lawsuit  threatening  to  call  HR — 
these  mean  nothing  to  a  seasoned  old  salty  dog,  raised  on  the  sea  with 
no  law  but  the  point  of  a  cutlass  So  don't  even  bother.  Threaten  instead 
to  shiver  his  timbers  with  a  fifty-pound  cannonball  and  you'll  see  his 
attitude  change  quiddy. 


beating  back  spyware,  easier. 


1.  Implement  Microsoft  Forefront 

Forefront1"  makes  defending  your  systems  easier.  It's  a  simple- to-use,  integrated 
family  of  dient,  server,  and  edge  security  products  (such  as  Forefront  Client  Security) 
that  helps  you  stay  ahead  of  your  security  threats  more  easily  than  ever.  For  case 
studies,  free  trials,  demos,  and  all  the  latest  moves,  visit  easyeasier.com 
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■  NEWS  DIGEST 

8  Bl  tool*  help  the  military  support 
soldiers  and  allow  BP  to  assess 


I  DEPARTMENTS 

!OOn  the  Mart:  Do  you  know 
hat's  being  said  about  your  compa- 


damage  from  hurricanes.  |Sun  an-  ny  or  products  online?  The  Salience 


10  Canadian  officials  have  released 
a  report  detailing  how  the  TJX  data 
breach  occurred.  I  Intel  is  laying 
off  up  to  10%  of  its  IT  staff. 


12  Beta  testers  give  Microsoft'! 
Windows  Sarver  2008.  a  k  a 

Longhorn,  a  thumb's  up  -  mostly. 


■^Jsi24 


V*  Advocates  Overcoming  IT 
Resistance  to  Web  2.0.  One  of 

theroadblocksfacingmanyWeb2.0 
projects  isthelTdepartment. 


■  OPINION 

6  Editor’s  Note:  Don  Tennant  sug¬ 
gests  that  you'll  appreciate  the  work 
being  done  by  the  U.S.  Army  acquisi¬ 
tion  center  ifyouthinkoftheretumon 
investment  in  terms  of  lives  saved. 


>8  Security  Manager's  Jour¬ 
nal  Did  Someone  Say  ‘Extra 
loney’?  When  your  CIO  invites 


41  Michael  Oartenberg  assess 
es  Linux  on  the  desktop  and  judges  it 
noWindows-killeryet. 


22Th=0-:  Charles M.  Hen- 
fold,  the  "godfather"  of  ARPA.  talks 
about  the  days  of  funding  crazy  ideas 
like  computer  networks,  today's  lack 
of  effective  leadership  in  government 
research  and  the  price  we  may  pay. 


1 

v-v  ..  1*^1 


44 


44  Happy  Birthday,  Sputnik! 


COVER  STORY:  The  little  satellite  hugely 
embarrassed  the  U.S.  50  years  ago  and  led  to  a 
technological  rebound  that  changed  the  world. 
But  are  we  risking  another  humiliation? 


53  Great  Career 
Advice  I  Ignored 


IT  leaders  who  took  career  paths 
less  traveled,  such  as  Autumn  Bay- 
les  and  Dick  Daniels,  tell  how  their 
decisions  led  to  success. 


84  Career  Watch:  The  worst 
answer  to  give  in  a  job  interview:  and 
business  meets  academia  at  Bentley 
College  in  Massachusetts. 


60  Paul  Oton  ponders  the  right 
and  wrong  reasons  to  consider  a 
career  in  IT  management. 


67  Shark  Tank:  Shouldn't  it  be 
easier  to  put  in  an  order  for  66  years 
of  production? 


52  Q&A:  Step 
Away  From 
The  Keyboard 
(And  Other 
Productivity  Tips) 


If  you’re  under  pressure  to  get  more 
done,  the  worst  thing  you  can  do  is 
work  longer  hours.  Manage  your  ener¬ 
gy,  not  your  time,  says  Tony  Schwartz. 


Ostriches  have  brains  smaller  than  their  eyes. 


§sas 


Ttus^ek 

Online 


THE  HORROR  ‘Ghost  Servers’ 
That  Haunt  Your  Bottom  Line 

These  usually  undocumented  servers  take  up 
valuable  rea1  estate,  consume  increasingly 
expensive  electricity  and.  in  some  cases  require 
ongoing  maintenance  anc  lease  payments 


Microsoft’s  Stealth  Updates 
Stymie  XP  Repairs 

Users  who  reinstall  Windows  XP  with  the  Repair  option  can't 
retrieve  the  full  set  of  updates  from  Windows  Update,  one 


Five  Free  Web  Apps 
We  Can’t  Live  Without 


From  collaboration  tools  to  database  software  and  more,  these 


Usability  Test:  Does 
iPhone  Match  the  Hype? 

We  asked  usability  experts  to  compare  the 
iPhone  with  two  competitors  to  see  if  Apple's 
device  lives  up  to  the  hype.  They  came  up  with 
an  unequivocal  answer. 


Blog  Spotlight 

In  One  Era  and  Out  the  Other 

Now  that  Web  2.0  is  passd,  it  was  all  about  Web  3.0  at  this  year's 
DemoFall  conference  in  San  Diego.  Frank  Hayes  blogged  live. 


■  The  Halo  3 
Hype  Wave 
Finally  Crests 

Crazed  fans  camping  on 
sidewalks  to  get  a  good 
place  in  line.  People  skip¬ 
ping  work  and  school.  Near- 
riots  to  get  a  hold  of  prized 
merchandise.  All  this  for . . . 
a  video  game,  ian  Lamont 
tries  to  make  sense  of  it  all. 
rewpufv.ortd.com/ 
Wfs/muNSZff 


SHARMNBAffl 


titerview  Ntriior. 

lie  first  step  to  hiring  a  trained  IT  professional  is  a 
I  phone  interview  with  the  candidate.  One  employer  out¬ 
lines  the  ways  applicants  can  easily  fail  this  first  round. 

http://sliarkliait.co!ppii!erwnrld.r.om/?n=node/1(i68 
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Breaking  News _ computerworid.com/news 

Newsletter  Subscriptions _ computerworid.coui/»uwslettara 

Knowledge  Centers _ computerworld.com/topics 

The  Online  Store  computerworid.com/store 


his  notebook 
crash,  but  his 
drive  won’t. 


may 


solid  state  reliability  . 

Introducing  the  new  Samsung  Flash  Solid  State  Drive  (SSD). 

No  moving  parts,  except  some  hardworking  electrons.  A  mean  time 
between  failures  (MTBF)  six  times  longer  than  a  hard  drive.  Virtually 
unlimited  shock  resistance.  And  power  use  that  extends  battery  life 
up  to  20%.  With  a  Samsung  SSD  inside  your  notebook,  your  data  is 
always  there  when  you  need  it. 

www.samsungssd.com 


Don  Tennant 

Ultimate  ROI 


A  FEW  WEEKS  AGO,  I  wrote  a  column  titled 
“Sacrifice,”  in  which  I  addressed  the  idea  of 
national  service  and  the  part  that  IT  professionals 
might  play  in  such  a  plan.  I  noted  that  the  cause, 
especially  when  that  national  service  is  performed  in  a  mili¬ 
tary  capacity,  entails  genuine  sacrifice.  And  I  suggested  as 
an  aside  that  we  should  go  out  of  our  way  to  thank  military 
families  for  the  sacrifices  they  make. 

A  reader  who  posted  a  i  the  war.  “I  would  [take]  i  outlay  more  efficiently  or 

comment  about  the  story  Sarbanes-Oxley  anytime  with  fewer  people.  They 


cover  equipment  such  as 
night-vision  goggles,  IED 
jammers  and  “fire  finder" 
radar  gear  that  helps  elimi¬ 
nate  the  threat  of  projec¬ 
tiles  aimed  at  our  troops. 

“We’re  relying  on  this 
business  intelligence  right 
now  to  make  sure  these 
guys  get  the  right  equip- 


sure  that  the  unit  getting 
the  equipment  is  properly 
trained  on  it  We  know 


explained  how  B1  is  being  lion  expenditure  in  the 
used  to  ensure  that  our  first  place.  They  don’t 
troops  in  Iraq  are  getting  want  to  hear  about  saving 
the  equipment  they  need  incurred  by  managing  tha 
to  do  their  jobs  (see  related 
story,  page  8).  He  noted  that  ti 
his  organization  has  over-  H  NM8QD'  30(1 
sight  of  $60  billion  worth  of  20-year-oM  kids 
equipment  contracts  and  COtlW  UP  tO  Mejnefl 


comeuptoMeinert 
and  say,  Thank  you. 
What  you’re  doing 
is  keeping  us  afive.’ 
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■  LETTERS 


China’s  Advantage 

In  The  Grill  of  Sept.  3,  Peter  J. 
Williamson  talks  about  China’s 

competitive  edge  being  in  its  cost 

innovation.  I  have  just  returned 
from  China,  and  at  this  point,  I 
don't  see  the  Chinese  doing  any 
real  innovation.  They  are  simply 
creating  the  same  products  with 
newer  factories  at  a  fraction  of  the 
labor  cost.  We  have  old  factories  in 
the  U.S.,  and  they  are  building  new, 
improved  factories.  They  don’t  have 
to  invest  in  R&D;  we  have  done  that 
for  them. 

And  lastly,  they  have  10  people 
lined  up  begging  for  every  avail¬ 
able  job  and  can  put  twice  as  many 
people  on  a  project  at  a  fraction  of 

the  manpower  cost. 


State  IT  Motivated 
By  Different  Factors 


Patrick  Thibodeau  highlights  recent 
success  within  the  public  sector  at 
consolidating  agency  data  centers 
into  single  statewide  environments 
[“States  Move  Toward  the  Center 
on  IT  —  Finally,”  News  Analysis, 
Sept  10]. 

The  financial  benefits  of  doing  so, 
as  he  rightly  points  out,  can  be  very 
large,  as  has  been  evident  in  the 
private  sector  for  many  years.  We 
should  applaud  the  momentum  that 
has  been  achieved  in  West  Virginia 
and  Michigan. 

However,  there  are  some  key 


cant  resistance  to  change  from  agen¬ 
cies  when  attempting  to  bring  more 
and  more  infrastructure  and  applica¬ 
tions  in-house,  unless  a  pragmatic 
and  truly  collaborative  approach  is 

Trust  and  respect  must  be  nurtured 
on  each  side,  and  state  offices  should 
understand  that  agencies  and  coun¬ 
ties  are  not  accountable  to  the  state. 
Instead,  they  should  know  that  the 
state  is  there  to  provide  a  service  to 


Significant  effort  should  be  made 
upfront  to  establish  rigorous  policies, 
procedures,  guidelines  and  service- 
level  agreements  on  how  the  service 
is  to  be  provided,  along  with  clear 


nication  channels. 

State  CIOs  may  wish  to  look  to 
well-proven  frameworks  such  as 
ITIL  in  preparing  for  this.  Atten¬ 
tion  to  these  issues  will  ensure 
that  agencies  are  not  left  in  the  dark 
and  that  they  are  committed  for  the 


i]f,  principal  core 


The  Enterprise  Isn’t  in 
Steve  Jobs’  Sights 


Scot  Finnie  is  absolutely  right 
about  Apple  not  being  ready  for  the 
enterprise  [“Apple  Takes  a  Pass  on 
the  Enterprise  Prize,”  Computer- 
worid.com,  Sept.  10], 

As  Apple’s  former  director  of  fed¬ 
eral  sales,  I  can  tell  you  that  Steve 
Jobs  does  not  want  to  do  business 
with  the  enterprise.  He  doesn't 
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Military,  Oil  Firm  Use 
Bl  to  Avert  Disaster 


panies  can  quickly  get  equip¬ 
ment  fixed  after  a  hurricane. 

Matthew  Meinert,  group 
chief  of  business  systems 
and  technology  at  the  U.S. 

Electronics  Life  Cycle 
Management  Command 
Acquisition  Center  in  Fort 
Monmouth,  N .J,  said  that 
the  military  is  using  BI  soft¬ 
ware  widely  to  support  sol- 


Objects  SA  are  being 
search  for  defective  b 
ies  that  could  malfun 


dered  that  battery  on . . .  ai 
get  them  away  from  units 
no  one  will  get  hurt,”  he  sa 
Meinert  said  his  group 


If  there  is 
any  kind 

of  damage  after  a 
storm,  we  want  to 
know  about  it  very 
quickly.  We  can 
tnen  get  into  plan- 

rors  in  piace  io 
start  repairs. 


specific  types  of  environ¬ 
ments,  such  as  extreme  heat. 

Meanwhile,  BP  America 
Inc.  in  Houston  is  relying  on 
a  BI  mashup  to  keep  up  with 
the  wrath  of  Mother  Nature. 


condition  of  its  drilling  equip¬ 
ment,  pipelines  and  other 
apparatus  more  quickly,  said 

director  Steve  Fortune. 

The  oil  company  turned  to 
a  BI  mashup  that  links  maps 
and  geospatial  data  with  com¬ 
pany  data  to  create  a  visual 
representation  of  its  equip¬ 
ment  in  the  Gulf  of  Mexico. 

“If  there  is  any  kind  of 


quickly,”  Fortune  said  at  the 
conference.  “We  can  then 
get  into  planning  mode  to 


Sun  Raises 
Curtain  on  Xeon 
Server  Line 

Eight  months  after  it 
agreed  to  begin  using  Intel 
Corp.’s  x86  chips  again. 

Sun  Microsystems  Inc.  last 


around  Xeon  processors. 

The  Sun  Fire  X4450  can 
hold  four  of  Intel’s  Xeon 
7300  quad-core  processors: 
the  Sun  Fire  X4150  has  two 
sockets  and  can  support 
Intel’s  older  Xeon  5300 
quad-core  devices  or  its 
dual-core  chips. 

Bill  Heilman,  a  platform 
specialist  at  Eastern  Michi¬ 
gan  University  in  Ypsilanti, 
has  been  beta-testing  the 
X4450  and  plans  to  use  it 
in  a  consolidation  project  to 
help  cut  data  center  power 
costs.  “We  want  to  get  away 


technology  used  by  the 
intruders  has  so  far  made 
impossible  to  identify  me 
of  the  affected  content. 


TJX  Offers  Settlement  as 

■  a  ■  mm  m  for  the  breach  squarely  or 

Breach  Cause  Is  Exposed  tJX  forcing  more 

customer  information  tha 


Short 

lakes 


tending  the  deadline  from 
Jan.  31  to  June  30,2008. 
for  manufacturers  and  re¬ 
tailor,  to  halt  sales  of  PCs 
running  Windows  XP.  The 
third  parties  had  sought 


sales  of  the  new  Windows 
Vista  operating  system 
have  been  slower  than 


Intel  Cuts  IT  Staff 
To  Boost  Efficiency 


The  blogger,  who  goes  by  the 
name  biM  IT  Buy,  noted  in  his 

kitd  Perspective  Biog  that  the 
company  (scaling  the  layoff  a 


No  matter 
how  we  slice 
it,  we  will  have  to 
redeploy  good  people 
to  hit  our  numbers. 
We’re  past  the  point 
of  trimming  the  fat. 


determining  which  skMs  wa  can 
most  afford  to  losa,"  tha  blog¬ 
ger  wrota.  Ha  said  hs  thinks  the 
goal  is  “to  ensure  that  we're 


have  to  redeploy  good  people  to 
point  of  trimming  tha  fat." 
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Help  make  your  data  center  green  with 
IBM  Cool  Blue  technologies  and  energy 
management  services. 

Go  green  with  virtualization:  Advanced  server  and 
storage  virtualization  from  IBM  can  help  you  decrease 
your  number  of  boxes  and  lower  your  energy  usage. 


Microsoft  Begins  Buildup 
To  Longhorn’s  Release 


to  the  i 

lease  of  Windows  Serve: 
2008,  a.k.a.  Longhorn 


30  YEARS  AGO:  Computer- 
world  published  a  story  with 
the  headline. "  'Ease  of  Use' 
Has  Become  Latest  DP 
Buzzword." 


Robbie  Roberts.  IT  manag¬ 
er  at  Windrush  Frozen  Food-. 
Ltd.  in  Oxford.  England,  has 
been  using  the  upcoming 
operating  system  in  live  ap¬ 
plications  tor  two  months. 

"We  were  involved  in  the 
Windows-Server  -(H).'  roll¬ 
out.  and  we  had  tons  oi  l  bug  1 
problems."  he  said.  "We 


Global . 

I  nspatches 

China  Jails  Writers 
Of  Panda  Worm 

XiANTAO  CHIN'  -A 25- 

year-old  Chinese  programmer 
who  wrote  and  unleashed  the 
Panda  worm  in  China  almost  a 
year  ago  has  been  sentenced 
to  four  years  in  prison,  accord¬ 
ing  to  the  German  news  agency 
Deutsche  Presse-Agentur. 

Li  Jun  was  arrested  in  Feb¬ 
ruary  and  charged  last  month 
with  selling  the  worm,  which 
was  used  to  steal  online  game 
usernames  and  passwords.  He 
earned  about  S13.000  (U.S.) 
from  the  sale,  said  senior 
technology  consultant  Graham 
Cluley  at  security  software 
maker  Sophos  PIC  in  Abing¬ 
don,  England. 


20s.  were  sentenced  to  be¬ 
tween  one  year  and  two  and  a 
half  years  in  jail  for  their  part  in 
spreading  the  worm,  according 
to  Deutsche  Presse-Agentur. 


the  company,  which  empl 
50.000  people,  is  looking 
take  advantage  of  Cisco's 
ness  practices  as  a  model  f 
ficient  international  expan 
Grant  Gross. 


Cisco  Signs  Pact 
With  Chinese  Firm 

QINGDAO.  CHINA -Cisco 
Systems  Inc.,  looking  to  boost 
its  consumer  business,  has 
signed  an  agreement  with 
Haier  Co.,  based  here,  to  jointly 
develop  business  processes 
and  home  networking  systems. 

Under  the  agreement. 

Haier.  a  manufacturer  of  large 
home  appliances,  and  San 
Jose-based  Cisco  will  share 
best  practices  in  areas  such 
as  investments  and  financial 
management  and  controls. 

A  spokesman  for  Cisco  de¬ 
clined  further  comment. 

Haier  CEO  Zhang  Ruimin  said 


BRIEFLY  NOTED 

India's  PC  market  grew  by 
than  22%  in  the  quarter  t 
ended  June  30.  as  overall 
reached  1.53  million  units 
Hewlett-Packard  Co.  led  I 
market  with  22.2%  of  all 
according  to  IDC  (India)  L 
Runners-up  HCL  Infosysti 
Ltd.  and  Lenovo  Group  Ltd 
counted  for  12.8%  and  10 
of  overall  sales,  respectiv 


Congratulations.  Your  IT  security  is  working  hard.  But  there's  something  more  it  should  do  (besides  the  protection,  compliance, 
access,  etc.).  IT  security  should  actually  make  your  business  more  efficient.  More  flexible.  More  competitive,  CA  can  help.  Our 
Security  Management  centralizes  your  identity  and  access  management  to  turn  IT  security  into  a  proactive,  business-building 
tool.  So  your  security  strengthens  customer  relationships,  grows  partnerships  and  helps  your  enterprise  address  changing 
markets  with  ninja-like  agility.  All  with  CA's  best-in-class  modularity,  scalability  and  integration.  But  don't  just  take  our  acronym 
for  it.  Download  the  white  paper,  "Security  Management:  Aligning  Security  with  Business  Opportunities,"  at  ca.com/secure. 


■  WEB  2.0 


Advocates 
Overcoming 
IT  Resistance 
To  Web  2.0 

Grass-roots  efforts  show 
that  security,  compliance 
issues  can  be  resolved. 

By  Heather  Havenstein 


Ware  slowly  mak¬ 
ing  .heir  way  to 
corporate  users, 
often  under  the  wings  of 
champions  who  must  work 

blogs,  wikis,  online  commu¬ 
nities  and  the  like. 

For  example,  Adam 
Carson  said  that  Morgan 


merits  of  Web  2.0  tools. 

Those  discussions  have 
since  prompted  the  firm’s  IT 
managers  to  invest  in  Asyn¬ 
chronous  JavaScript  and 
XML  (AJAX)  technologies, 
a  key  requirement  for  build¬ 
ing  and  supporting  Web  2.0 
tools,  he  said. 


ing  IT  security  at  financial 

Today.  Carson  said,  about 
80  Web  2.0  projects  are  un¬ 
der  way  at  Morgan  Stanley. 

The  projects  include  the 
development  of  social  com¬ 
munities  to  improve  commu¬ 
nication  with  clients  and  the 
creation  of  a  system  that  can 
automatically  turn  e-mail 
groups  into  online  forums. 
IT  developers  are  also  ex¬ 
perimenting  with  Real  Sim¬ 
ple  Syndication  (RSS)  and 
wiki  applications,  he  said. 

Corporate  use  of  Web  2.0 
"is  not  an  ‘if  anymore;  it 
is  a  ’when'  and  ’how'  these 
things  will  come  to  the  en¬ 
terprise.”  Carson  said.  “If 
you  can  tap  into  the  power 
of  your  company  better  than 
your  competitors . . .  that  is  a 
competitive  advantage." 

Miko  Coffey,  head  of 
digital  media  at  the  National 
Endowment  for  Science, 
Technology  and  the  Arts 
(NESTA)  in  London,  noted 
that  she  bypassed  IT  early 

Web  2.0  technologies  to  the 
group's  end  users,  because 
she  didn't  want  the  applica- 


f 

m  m  Weare 
kk  trying  to 
■  ■take  the 
online  community 
and  snap  it  into  our 
end-user  feedback 
[mechanism].  We’re 
going  to  open  it  up 


to  tell  us  what  they 
want.  We’re  going 
to  put  [some  sug¬ 
gestions]  right  into 
silicon. 

JOSH  HILLIKER. 

COMMUNITY  MANAGER. 

INTEL  CORP.'S  VPR0  EX¬ 
PERT  CENTER  COMMUNITY 

until  they  started  to  get  mul¬ 
tiple  requests  from  around 
the  business.  Eventually, 
they  came  on  board." 

NESTA  is  now  using  the 
bookmarking  site  Del.icio.us 

together  e-mail  newsletters, 
and  Web  2.0  tools  such  as 
Central  Desktop  from  Cen¬ 
tral  Desktop  Inc.  for  project 
management  and  collabora- 


Advocates 
Overcoming 
IT  Resistance 
To  Web  2.0 

Grass-roots  efforts  show 
that  security,  compliance 
issues  can  be  resolved. 

By  Heather  Havenstein 
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Innovations  by  InterSystems 


Embed  competitive  advantages. 


To  make  database  applications  more  valuable,  embed  InterSystems  Cache*  -  the  object  database 
that  runs  SQL  Aster  than  relational  databases  -  and  enjoy  higher  speed  and  scalability  while 
lowering  hardware  and  administration  requirements.  Or,  for  applications  that  have  to  link  with 
multiple  systems  and  processes,  embed  InterSystems  Ensemble*.  Your  applications  will  become 
connectable,  and  you’ll  be  able  to  rapidly  enhance 
them  with  a  rich  Web  interlace,  adaptable  work- 
flow,  rules-based  business  processes,  and  other 
new  features  -  without  rewriting. 


ENSEMBLE 


Make 

Applications 

More 

Valuable 


Download  a  free,  fully  functional  copy  of  Cachf,  or ! 


l  demonstration  of  Ensemble,  at  InterSystems.com/Freel4A 


■  WEB  2.0 


T  Knowledge  Ventures.  AU  rights  reserved  AT&T  and  the  AT&T  logo  a 


■  CAREERS 


Desperately  Seeking 
Virtualization  Skills 

IT  execs  say  the  rapid  growth  of 
virtual  systems  is  making  it  hard  to 
find  workers  who  have  experience  with 
the  technology.  By  Patrick  Thibodeau 

S  MORE  organizations  adopt  I  For  instance,  Jeff  Perry,  IT  manager 


SQLServer 


Does  it  seem  your  servers  are  taking  over? 
Let  CDW  help  you  regain  control. 


VMware’  Infrastructure  3 
Enterprise  for  two  processors 


from  10 1 
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[fjf]  vmware  cdw  ii9i564 


Call  your  CDW  account  manager  for  pricing. 


We're  there  with  the  server  solutions  you  need. 

Is  managing  your  growing  number  of  servers  and  your  growing  storage  needs  getting  to  be  too  much?  At 
CDW,  we're  there  with  everything  you  need  to  optimize  your  servers.  From  server  consolidation  to  storage 
management,  networking  to  virtualization,  CDW  can  answer  your  questions  and  get  you  the  solutions  you 
need.  So  call  today.  It's  time  you  ran  your  network,  not  the  other  way  around. 

CDW.com  I  800.399.4CDW 


The  Right  Technology.  Right  Away. 


About  Business  And  Technology 


Alternative  thinking  is  recognizing  that  information 
technology  is  now  business  technology,  and  there's 
no  going  back. 

It's  realizing  the  proper  role  of  technology  in  this 
era  is  not  just  to  be  safe  and  steady  and  reliable, 
but  to  spur  the  business  to  compete  aggressively, 
imaginatively  and  daringly. 

It's  demanding  that  technology  be  judged  not  by 
arcane  technical  benchmarks,  but  by  business 
metrics.  (HP  will  help  you  meet  them.) 

It's  working  with  HP  to  ignite  innovation,  demand 
simplicity,  kill  complexity  and  enforce  efficiency 
to  get  to  market  before  competitors  even  know 
what's  coming. 


better  business  outcomes. 


hp.com/alt 


Collaboration  With  A  Single  Objective 
(For  Example,  Dominating  Your  Competition). 

Alternative  thinking  is  acknowledging  that  IT  is  no  longer  merely 
a  cost  center,  but  the  lifeblood  of  the  business. 

It's  partnering  with  over  69,000  HP  Services  people  who  not  only 
understand  this  fundamental  shift  in  IT,  but  also  had  a  hand  in 
writing  it. 

It's  a  human  face  you  can  rely  on  to  liberate  your  IT  people,  setting 
them  free  to  drive  innovation  in  the  marketplace.  (Viva  la  brains.) 

It's  demanding  hard,  cold  business  metrics  and  working  with 
HP  Services  to  reach  them. 


SOFTWARE: 


i  a  whim  ji.i 


;mdve 

a  server  or  reconfigure  everything — without  touching  a  single  cable. 

It's  combining  the  power  and  maneuverability  of  virtualization  with  an 
HP  BladeSystem  to  create  the  competitive  edge  to  do  what  you  want  to 


It's  demanding  hard,  cold  business  metrics  and  working  with  HP 
to  reach  them. 
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Our  tmalktrJ 

I  The  SNW  “Best  Practices  in  Storage”  Award 
I  Recipients  will  Be  Honored  Wednesday, 
October  17th  at  Storage  Networking  World 
'in  Dallas. 


Finalists  in  each  of  the  following  categories  are: 

Innovation  and  Promise 

•  Alston  &  Bird,  LLP.  Georgia 

•  America  Online  (AOL)  Virginia 

•  Defense  Contract  Management  Agency  (DCMA),  Virginia 
>  Rice  University.  Texas 

•  Southcentral  Foundation  (SCF),  Alaska 


Planning,  Designing  and  Building 
a  Strategic  Storage  Infrastructure 


American  Society  of  Health-System  Pharmacists.  Maryland 
Carolmas  HealthCare  System,  North  Carolina 

IAC.  New  York 


* 


Memorial  Sloan-Kettering  Cancer  Center,  New  York 

Weill  Cornell  Medical  College.  New  York 

electing  and  Deploying  Storage  Networks 

Garland:  Independent  School  District,  Texas 


Rackspaee  Managed  Hosting,  Texas 

US  Army  Corps  of  Engineers.  Huntington  District.  West  Virginia 


Storage  Reliability  and  Data  Recovery 

•  Cytec  Industries  Inc..  Louisiana 

•  Databank.  Alabama 

•  EFILM,  California 

•  Raymond  James  Financial,  Florida 

•  Saint  Luke's  Health  System,  Missouri 


Thank  you  to  our 

“Best  Practices  in  Storage" 

Judges  for  SNW  Fall  2007: 


fund  thinking  about 
big  problems,  you 
think  about  small 
problems. 


Continued  from  page  22 
[The  IPTO]  directors  changed  the 


intelligence  community  and  funded  it 
And  we  created  the  computer  science 
world.  When  we  started  OPTO],  there 
were  no  computer  science  departments 
or  computer  science  professionals  in 
the  world.  None. 

Do  you  agree  with  the  people  who  say  that 
DARPA  hat  puled  back  from  long-range, 
high-risk  projects?  There  certainly  has 
been  a  change,  and  it's  not  for  the  bet¬ 
ter.  But  it  may  be  inevitable. 

I'm  not  sure  one  could  start  the  old 
ARPA  nowadays.  It  would  be  illegal, 
perhaps.  We  now  live  under  tight  con¬ 
trols  by  many  people  who  don't  under¬ 
stand  much  about  substance. 

What  was  unique  about  IPTO  was 


the  tune  of  billions  of  dollars  a  year. 
What's  missing  is  leadership  that  un¬ 
derstands  what  it  is  doing.  The  whole 
thing  is  just  off  the  rails. 

What's  going  on  at  the  National  Science 
Foundation?  My  friends  complain 
that  they  have  to  submit  10  proposals 
to  get  one  funded.  Cuckoo.  And  it’s  j 
tremendously  demoralizing  and  vew 
inefficient.  The  process  is  too  risk-  1 
averse.  But  doing  really  good  research 
is  a  high-risk  proposition.  If  the  sys¬ 
tem  does  not  fund  thinking  about 
big  problems,  you  think  about  small 
problems. 

Could  there  be  another  unhappy  surprise 


COMPUTERWORLD 


INTELLIGENCE 


Real  World 
Lessons 
from  Leading 
Organizations 


Data  Warehousing^ 


Other 

NCR  Teradata  11% 


Worldwide  Data  Warehouse  Management 
Market  Share,  2006 


ORACLE 


oracle.com 

or  call  1.800.0RACLE.1 


Opening  remarks  from  Oracle 


IN  2006,  HYPERION  SPONSORED 
Computerworld's  "Best  Practices  In 
Business  Intelligence"  Awards  Pro¬ 
gram.  Today  in  2007,  as  part  of  Ora¬ 
cle  Corporation,  we  are  just  as  proud 
to  sponsor  this  award  program. 

Over  the  last  several  years,  the 
paradigm  for  BI  delivery  has  rapidly 
developed  and  transformed  into 
the  idea  of  "per¬ 
vasive  BI."  This 
encompasses  the 
ability  to  deliver 
information  to 
people  in  the  ways 
they  can  use  it,  not 
just  delivering  a 
set  of  reports  for 
analysis,  monitoring  and  planning. 
For  the  first  time  in  many  years,  BI 
is  at  the  top  of  CIOs'  agendas.  They 
understand  that  the  technological 
infrastructure  is  now  available  to 
accelerate  the  execution  of  business 
strategies  for  global  competition 
and  regulatory  compliance. 


This  year's  honorees  have  been  se¬ 
lected  to  be  leaders  in  the  following 
categories: 

1 .  Creating  an  Agile  BI  Infrastructure 

2.  Driving  Process  Management 
with  BI 

3.  Expediting  Information  Delivery, 
Retrieval,  Reporting  and  Analysis 

4.  Innovation  and  Promise  in  BI 

Oracle's  acquisition  and  integration 
of  key  BI  leaders  such  as  Hyper¬ 
ion  and  Siebel  have  resulted  in  a 
convergence  of  new  BI  and  perfor¬ 
mance  management  products  that 
are  best-in-class  with  regard  to 
scope  and  functionality.  We  now 
offer  every  element  of  a  complete 
BI  solution,  including  best-of-breed 
data  warehousing,  data  integration, 
BI  platform  technology,  operational 
BI  applications,  and  financial  perfor¬ 
mance  management  applications. 
We  are  the  only  vendor  positioned 
in  Gartner's  Leaders  quadrant  for  BI 
platforms,  data  warehousing,  and 


performance  management  suites. 
The  case  studies  written  by  this 
year’s  honorees  will  provide  an 
understanding  of  how  the  imple¬ 
mentation  of  BI  tools,  technologies 
and  related  processes  are  key 
components  for  developing  a 
complete  end-to-end  enterprise 
performance  management  system 
for  your  company.  We  congratulate 
and  thank  all  thought  leaders  in  this 
market  space  for  "taking  BI  to  the 
next  level." 


lohnKopcke 
Senior  Vice  President, 

Bland  Performance  Management. 
Oracle  Corporation 


Geisinger  Health  System  (PA) 
Maine  Medical  Center  (ME) 


Sigma-Aldnch  Corp.  (MO) 


Business  Intelligence 

r  2007  Awaids  program 


ARC 

M^,Wrg* . 

Financial  settlement 
solutions,  data  and  analytical 
services  for  the  trawl  industry 

‘Airlines  Reporting  Corporation 
is  excited  to  be  recognized  for 
our  innovative  approach  to 
meeting  our  customers'  busi¬ 
ness  needs.  We  proudly  serve 
airline  carriers,  travel  agencies, 
airports,  convention  and  tourist 
bureaus,  industry  analysts,  and 
other  travel  industry  suppliers." 

— Shield  (uyjet, 
Director,  Product  Operations, 
Airlines  Peportmg  Corporation 

THE  BIG  PAYOFF 

$115M  reduction  in  core 
operating  costs 
Reduced  storage  costs  for 
travel  professionals 
Report  results  in  justio  min¬ 

utes—  not 48  hours 
Fraudulent  activity  detected  in 


Driving  Process  Management 
with  Business  Intelligence 


Airlines  Reporting  Corporation 

Putting  customers 
in  the  driver's  seat 

Detecting  inappropriate  activities 
and  patterns  saves  big  money 


AIRLINES  REPORTING  CORPORA¬ 
TION  (ARC)  is  an  airline-owned 
company  that  provides  financial  set¬ 
tlement  solutions  and  data  and  ana¬ 
lytical  services  to  the  travel  industry, 
including  carriers,  travel  agencies, 
airports  and  industry  analysts. 

ARC  has  established  data  ware¬ 
house  processes,  procedures,  and 
BI  tools  to  centralize  and  simplify 
industry  reporting  in  virtually  every 
internal  decision-making  and  work- 
flow  function.  This  has  resulted  in 
significant  tangible  and  intangible 
cost  reductions  throughout  the  com¬ 
pany.  Several  of  these  cost  savings 
examples  are  detailed  below. 

In  1997,  ARC  shipped  more  than 
1 .2  billon  paper  ticket  coupons.  In 
2006,  with  96%  of  the  business  fully 
electronic,  ARC  shipped  fewer  than 
200  million  coupons  resulting  in  an 


estimated  $12.5  million  reduction  in 
core  operating  costs.  This  was  ac¬ 
complished  through  the  implementa¬ 
tion  of  our  first  Bl  application,  ARC 
Document  Retrieval  Service.  The 
ARC  Document  Retrieval  Service  is  a 
secure,  web-based  solution  for  stor¬ 
age  and  retrieval  of  39  months  of 
historical  ticketing  data.  The  service 
is  accessed  by  nearly  30,000  travel 
industry  subscribers  across  the  globe. 
In  launching  the  ARC  Document 
Retrieval  Service,  ARC  was  able  to 
offer  a  significant  reduction  in  stor¬ 
age  costs  to  many  travel  profession¬ 
als  across  the  U.S.  since  they  were 
no  longer  required  to  store  paper 
coupons  for  dispute  resolution  and 
historical  review. 

ARC'S  bond  and  risk  management 
groups  can  quickly  assess  default 
risks,  with  report  results  taking  20 


minutes  instead  of  the  48  hours  re-  priate  ticketing  practices  that  could 
quired  before  our  Bl/DW  solution  im-  potentially  cost  millions  of  dollars 
plementation.  Internal  auditors  can  in  fraud  or  lost  revenue.  Because  of 
summarize  the  activity  of  any  airline  ARC'S  advanced  knowledge  in  data 
or  travel  agent  in  just  five  minutes  mining  technology  and  BI  solutions, 
instead  of  using  the  previous  paper  I  travel  agency  fraud  has  been  reduced 

processes  taking  up  to  24  hours.  In  to  less  than  one  basis  point  (0.01% 
addition,  fraudulent  travel  industry  or  $1  for  every  $10,000)  in  sales,  or  a 
activity  can  be  identified  in  24  hours,  reduction  of  about  78.2  percent  over 
instead  of  weeks  or  months.  ARC  a  five  year  period, 
offers  timely  insights  to  airlines  sup-  In  addition  to  internal  impacts, 
porting  their  lost  prevention  efforts,  j  ARC  mines  the  data  on  behalf  of  our 
With  the  BI  solutions  ARC  provides  I  external  customers  by  generating 
to  the  Airlines,  they  are  able  to  rec-  reports  using  the  analytic  capabilities 
ognize  unusual  activities  and  detect  of  the  ARC  COMPASS  data  ware- 
patterns  that  help  identify  inappro-  ;  house.  The  results  of  these  analytics 


"ARC'S  advanced  knowl¬ 
edge  in  data  mining 
technology  and  BI  solu¬ 
tions  has  reduced  travel 
agency  fraud  to  less  than 
one  basis  point  (0.01%  of 
$1.00  for  every$10,000) 
in  sales,  or  a  reduction  of 
about  78.2%  over  a  five- 
year  period." 

Shiela  Cuyjet,  Director, 
Product  Operations, 
Airlines  Reporting  Corporation 


help  our  travel  industry  customers 
create  targeted  marketing  plans, 
identify  new  revenue  opportunities, 
assess  incentive  programs  in  place 
among  travel  industry  partners,  and 
optimize  travel  sales  and  marketing 
promotions.  As  a  BI  solutions  pro¬ 
vider,  ARC  also  offers  insight  to  our 
travel  customers  for  such  needs  as 
route  and  network  planning,  sales 
trends,  understanding  their  cus¬ 
tomers'  behavior,  creating  demand 
forecasts,  building  statistical  profiles, 
conducting  point  of  sale  analysis, 
and  measuring  targeted  marketing 
campaigns.  • 


This  demanding  category  calls  for  defining  metrics  and  selecting  tools  for  improved  business  performance  management.  As  a  compliment 
to  those  capabilities,  it  also  includes  scoreboarding  corporate  performance  management  via  CRM,  ERP,  and  executive  dashboards.  Expertise 
must  be  demonstrated  in  identifying  pain  points  in  the  workflow  process,  and  responding  with  Bl-based  solutions.  Successful  solutions  will 
further  employ  Bl  to  streamline  compliance  and  regulatory  reporting,  and  exploit  the  investment  for  better  profess  management. 


"ARC'S  advanced  knowl¬ 
edge  in  data  mining 
technology  and  Bl  solu¬ 
tions  has  reduced  travel 
agency  fraud  to  less  than 
one  basis  point  (0.01%  of 
$1.00  for  every  $10,000) 
in  sales,  or  a  reduction  of 
about  78.2%  over  a  five- 
year  period." 

Shiela  Cuyjet,  Director, 
Product  Operations, 
Airlines  Reporting  Corporation 


minutes  instead  of  the  48  hours  re¬ 
quired  before  our  BI/DW  solution  im¬ 
plementation.  Internal  auditors  can 
summarize  the  activity  of  any  airline 
or  travel  agent  in  just  five  minutes 
instead  of  using  the  previous  paper 
processes  taking  up  to  24  hours.  In 
addition,  fraudulent  travel  industry 
activity  can  be  identified  in  24  hours, 
instead  of  weeks  or  months.  ARC 
offers  timely  insights  to  airlines  sup¬ 
porting  their  lost  prevention  efforts. 
With  the  Bl  solutions  ARC  provides 
to  the  Airlines,  they  are  able  to  rec¬ 
ognize  unusual  activities  and  detect 
patterns  that  help  identify  inappro¬ 


priate  ticketing  practices  that  could 
potentially  cost  millions  of  dollars 
in  fraud  or  lost  revenue.  Because  of 
ARC'S  advanced  knowledge  in  data 
mining  technology  and  Bl  solutions, 
travel  agency  fraud  has  been  reduced 
to  less  than  one  basis  point  (0.01% 
or  $1  for  every  $10,000)  in  sales,  or  a 
reduction  of  about  78.2  percent  over 
a  five  year  period. 

In  addition  to  internal  impacts, 

ARC  mines  the  data  on  behalf  of  our 
external  customers  by  generating 
reports  using  the  analytic  capabilities 
of  the  ARC  COMPASS  data  ware¬ 
house.  The  results  of  these  analytics 


help  our  travel  industry  customers 
create  targeted  marketing  plans, 
identify  new  revenue  opportunities, 
assess  incentive  programs  in  place 
among  travel  industry  partners,  and 
optimize  travel  sales  and  marketing 
promotions.  As  a  Bl  solutions  pro¬ 
vider,  ARC  also  offers  insight  to  our 
travel  customers  for  such  needs  as 
route  and  network  planning,  sales 
trends,  understanding  their  cus¬ 
tomers'  behavior,  creating  demand 
forecasts,  building  statistical  profiles, 
conducting  point  of  sale  analysis, 
and  measuring  targeted  marketing 
campaigns.  • 


Creating  an  Agile 

Business  Intelligence  Infrastructure 


American  Modem  Insurance 

Ready  for 
new  opportunities 
and  initiatives 

Ambitious  3-year  project  bolsters 
Data  Management  team 


IN  2000,  AMERICAN  MODERN  em-  tecture  would  provide  the  company 
barked  upon  a  three-pronged,  long-  with  the  ability  to  monitor,  measure 
range  initiative,  coined  "modem-  and  analyze  existing  business,  refine 
LINK,"  to  1 )  web-enable  its  insurance  and  improve  current  practices,  and 
transaction  processing  2)  replace  its  identify  new  opportunities, 
aging  legacy  processing  systems,  and  Now  in  its  seventh  year,  the 
3)  develop  a  Knowledge  Manage-  Knowledge  Management  architec- 
ment  architecture.  ture  has  delivered  significant  results. 

As  part  of  the  Enterprise  Archi-  Today,  American  Modem's  business 

tecture  Transformation  initiative,  units  can  make  informed  business 
American  Modem  created  a  road-  decisions,  respond  quickly  to  new 
map  to  develop  an  Enterprise  Data  business  initiatives  and  create  new 
Model,  an  Operational  Data  Store,  opportunities  because  of  the  tools 

an  Enterprise  Data  Warehouse,  a  and  information  provided.  They  are 
Metadata  Management  Process,  a  moving  from  data  collectors  to  data 
Themed  Analytic  Data  Mart  Layer,  consumers.  Business  users  have  in- 
and  an  Enterprise  Reporting  Portal.  formation  delivered  to  their  desktops 
This  Knowledge  Management  archi-  |  in  the  form  of  reports,  analytic  cubes, 


and  maps.  This  new  ability  to 
ask  "Why,"  instead  of  'What," 
will  enable  American  Mod¬ 
em  to  transform  itself  into  a 
learning  organization. 

Because  American  Mod¬ 
em  provides  products  and 
services  for  various  business 
segments,  the  organization 
quickly  determined  that  it 
could  not  design  and  build 
every  variation  all  at  once. 

Instead,  implementation  was 
planned  over  a  multi-year 
period,  and  was  based  on  a 
business  case  with  clearly 
articulated  benefits.  Each 
phase  addressed  a  product 
line  and  provided  an  end-to- 
end  deliverable— Enterprise 
Data  Model,  Enterprise  Data 
Warehouse,  Themed  Analytic 
Mart,  Metadata  Management 
Process,  and  Reporting. 

By  using  an  insurance  data 
model,  American  Modem 
realized  a  70%  fit,  and  was 
able  to  jump-start  the  data  Sandy  w 

model  portion  of  the  project. 

The  first  phase  of  the  Enterprise  Data 
Warehouse  was  introduced  to  the 
business  in  September  2003,  while 
the  final  phase  was  scheduled  for 
completion  in  early  2007. 

An  Analytic  Data  Mart  layer  was 
created,  based  on  business  themes, 
to  provide  a  consistent  presentation 
of  the  data,  and  reduce  data  store 
redundancy.  Each  phase  extended 
existing  marts  and  included  query, 
report  and  analytic  capabilities  de¬ 
livered  in  a  common,  web-based 
reporting  portal.  These  tools  enable 
business  users  to  create/run  reports 
from  multiple  and  disparate  data 


sources  independent  of  Information 
Technology  resources.  The  analytic, 
multi-dimensional  cubes  are  created 


rndation 
created  by  the  Enterprise 
Data  Warehouse.  The  sec¬ 
ond  piece  of  the  long-range 
plan  is  in  progress— re¬ 
placement  of  the  legacy 
processing  systems— and 
is  dependent  upon  the 
implementation  of  the  Op¬ 
erational  Data  Store.  This 
portion  of  work,  and  its 
integration  with  the  data 
warehouse,  was  completed 
ahead  of  schedule  due  to 
the  standardization  of  the 
design,  definitions,  and  pro¬ 
cesses  created  during  the 
Enterprise  Data  Warehouse 
implementation. 

With  this  foundation  in 
place,  American  Modem  is 
in  a  position  to  quickly  re¬ 
spond  to  new  business  op¬ 
portunities  and  initiatives. 

lohn  Hayden,  President 
and  CEO,  American  Modem 

-  elaborates: 

Group  "Data  management  is  the 
heart  and  soul  of  our  busi- 
;  ness,  and  the  work  our  Data  Man- 
!  agement  team  is  doing  to  more 
i  effectively  capture,  store,  and  scrub 


"Data  management  is  the  heart  and 
soul  of  our  business" 

John  Hayden,  President  and  CEO,  American  Modem  Insurance  Group 


to  allow  the  business  u 
down  on  specific  busin 
American  Modem  cc 


:rs  to  drill  our  data  is  certain  to  give  us  a  com- 
;s  segments,  petitive  edge  in  our  unique  product 
tinues  to  categories  in  the  years  ahead."  • 


and  maps.  This  new  ability  to 
ask  "Why,"  instead  of  "What," 
will  enable  American  Mod¬ 
ern  to  transform  itself  inti 
learning  organization. 

Because  American  Mod¬ 
ern  provides  products  and 
services  for  various  business 
segments,  the  organization 
quickly  determined  that  it 
could  not  design  and  build 
every  variation  all  at  once 
Instead,  implementation  was 
planned  over  a  multi-year 
period,  and  was  based  on  a 
business  case  with  clearly 
articulated  benefits  Each 
phase  addressed  a  product 
line  and  provided  an  end-to- 
end  deliverable— Enterprise 
Data  Model,  Enterprise  Da 
Warehouse,  Themed  Analytic 
Mart,  Metadata  Management 
Process,  and  Reporting. 

By  using  an  insurance  data 
model,  American  Modern  ; 

realized  a  70%  fit,  and  was 
able  to  jump-start  the  data  sandy 

model  portion  of  the  project. 

The  first  phase  of  the  Enterprise  Data 
Warehouse  was  introduced  to  the 
business  in  September  2003,  while 
the  final  phase  was  scheduled  for 
completion  in  early  2007. 

An  Analytic  Data  Mart  layer  was 
created,  based  on  business  themes, 
to  provide  a  consistent  presentation 
of  the  data,  and  reduce  data  store 
redundancy.  Each  phase  extended 
existing  marts  and  included  query, 
report  and  analytic  capabilities  de¬ 
livered  in  a  common,  web-based 
reporting  portal.  These  tools  enable 
business  users  to  create/run  reports 
from  multiple  and  disparate  data 


build  upon  the  foundation 
created  by  the  Enterprise 
Data  Warehouse.  The  sec¬ 
ond  piece  of  the  long-range 
plan  is  in  progress— re¬ 
placement  of  the  legacy 
processing  systems— and 
is  dependent  upon  the 
implementation  of  the  Op¬ 
erational  Data  Store.  This 
portion  of  work,  and  its 
integration  with  the  data 
warehouse,  was  completed 
ahead  of  schedule  due  to 
the  standardization  of  the 
design,  definitions,  and  pro¬ 
cesses  created  during  the 
Enterprise  Data  Warehouse 
implementation. 

With  this  foundation  in 
place,  American  Modem  is 
in  a  position  to  quickly  re¬ 
spond  to  new  business  op¬ 
portunities  and  initiatives.  • 

John  Hayden,  President 
and  CEO,  American  Modem 


elaborates: 


Wagner,  Vice  President  American  Modem  Insurance  Group  "Data  management  is  the 

heart  and  soul  of  our  busi- 


sources  independent  of  Information  ness,  and  the  work  our  Data  Man- 
Technology  resources.  The  analytic,  agement  team  is  doing  to  more 
multi-dimensional  cubes  are  created  effectively  capture,  store,  and  scrub 


"Data  management  is  the  heart  and 
soul  of  our  business" 

John  Hayden,  President  and  CEO,  American  Modern  Insurance  Group 

to  allow  the  business  users  to  drill  our  data  is  certain  to  give  us  a  corn- 

down  on  specific  business  segments.  petitive  edge  in  our  unique  product 
American  Modem  continues  to  categories  in  the  years  ahead  "  • 


Oracle  Business  Intelligence 


oracle.com/bi 
or  call  1.800.0RACLE.1 


Expediting  Information  Delivery,  Retrieval, 
Reporting  and  Analysis  (tie  with  Avnet) 


ADP  Dealer  Services 

Sophisticated 
system  makes 
company  more 
cost-effective 

Technology  mix  provides  business 
solutions  to  far-flung  network 


THE  INTEGRATION  of  BI  solutions  at 
Automatic  Data  Processing  Dealer 
Services  (ADP  Dealer  Services)  is  a 
direct  result  of  successfully  combin¬ 
ing  various  available  technologies 
for  use  in  ADP  applications.  ADP 
Dealer  Services  provides  integrated 
Dealer  Management  Systems  (DMS) 
and  business  solutions  to  25,500 
auto,  heavy  truck,  motorcycle, 
marine  and  recreational  vehicle 
retailers  and  their  manufacturers 
throughout  North  America,  Canada 

A  database  management  system 
is  used  for  local  staging  of  business 
and  operational  data.  Statistical 
and  configuration  data  is  extracted 


and  customer  satisfaction  is  extract¬ 
ed  from  various  internal  databases. 
This  data  is  combined  in  a  ware¬ 
house  that  supports  the  generation 
of  analysis  cubes  for  identification 
of  sales  opportunities,  software 
release  compliances,  customer  sup¬ 
port  management,  and  general  data 
resolution. 

One  particular  method  of  data  ex¬ 
traction  is  the  Smart  System  Monitor 
(SSM),  a  proprietaiy  technology  that 
monitors  customer  systems  and  re¬ 
ports  on  their  status.  SSM  proactively 


on  the  DMS  that  require  attention. 
There  are  over  35  specific  error  activa¬ 
tors  currently  deployed  by  SSM.  SSM 
facilitates  ADP's  ability  to  eliminate 
recurring  technology  problems  by 
delivering  automated  fixes  for  specific 
errors  and  problems. 

A  product  that  integrates  data 
across  multiple  and  high  volumes  of 
data  sources  and  target  applications  is 
used  to  extract,  transform  and  load  the 
data  into  a  database  which  serves  as 
our  warehouse. 

Analysis  services  use  cubes  built 
from  the  warehouse  data.  Offerings 
from  a  BI  products  and  services  com¬ 
pany  access  the  cubes  and  present  the 
data  to  users.  That  same  company’s 
BI  tools  were  used  to  develop  internal 
dashboard  applications  collectively 
referred  to  as  Online  Reporting  Busi¬ 
ness  Intelligence  Technology  (ORBIT). 
ORBIT  is  an  easy  to  use  yet  powerful 
reporting  tool.  The  dashboard’s  multi¬ 
dimensional  display  allows  ADP  to 
look  for  trends  and  patterns  in  support 
needs  and  to  proactively  solve  Client 
problems  before  they  occur. 

ORBIT  has  become  an  important 
tool  for  ADP  Dealer  Services.  ORBIT: 


■  Provides  up-to-the-moment  BI 

■  Exposes  patterns  and  trends 

■  Allows  ADP  to  know  of  issues/con- 
cems  before  clients  are  impacted 

■  Informs  ADP  of  clients  in  need 
of  updates 

■  Informs  ADP  of  clients  who  meet  the 
field  test  criteria 

■  Provides  ADP  real  time  information 
in  a  user  friendly  format 

■  Provides  data  for  targeted  training 
needs  of  clients  and  ADP  Support 
Associates 


Our  ORBIT  application  provides 
in-depth,  next-day  information  to  our 
management.  This  enables  managers 
to  make  more  informed  decisions.  In¬ 
ternal  departments  benefit  by  having 
access  to  information  they  need  to 
make  business  decisions  on  product 

A  multi-department  team  was  led 
by  IT  to  develop  these  technologies. 
Important  stakeholders  included  both 
the  ADP  Dealer  Services  Support  Or¬ 
ganization  and  Field  Implementation 


and  Research  and  Development. 
External  software  expertise  was 
used  throughout  the  development 
and  management  of  the  ADP  Dealer 
Services  Business  Intelligence 
project. 

Through  these  technologies, 
roadmaps  were  created,  project  de¬ 
liverables  were  identified  and  weekly 
update  meetings  were  facilitated. 
This  technology  also  assists  in  creat¬ 
ing  roadmaps  for  upcoming  and  on¬ 
going  projects.  • 


Submissions  here  should  focus  on  such  capabilities  as  moving  from  ad  hoc  query/OLAP  to  scorecards,  dashboards,  enhanced  visualization,  and 
predictive  modeling.  Equally  important  is  enabling  users  to  mine  and  access  data  on  their  own  while  maintaining  standards,  quality  and  consis¬ 
tency  Moreover,  it  is  necessary  to  show  the  ability  to  use  predictive  analysis  to  exploit  opportunities  in  operational  processes,  customer  demo¬ 
graphics  and  market  conditions.  Lastly,  this  category  features  the  simplification  of  user  interfaces  to  streamline  Bl  use  throughout  the  enterprise. 


notifies  ADP  of  errors  or  conditions 
on  the  DMS  that  require  attention. 
There  are  over  35  specific  error  activa¬ 
tors  currently  deployed  by  SSM .  SSM 
facilitates  ADP's  ability  to  eliminate 
recurring  technology  problems  by 
delivering  automated  fixes  for  specific 
errors  and  problems. 

A  product  that  integrates  data 
across  multiple  and  high  volumes  of 
data  sources  and  target  applications  is 
used  to  extract,  transform  and  load  the 
data  into  a  database  which  serves  as 
our  warehouse. 

Analysis  services  use  cubes  built 
from  the  warehouse  data.  Offerings 
from  a  Bl  products  and  services  com¬ 
pany  access  the  cubes  and  present  the 
data  to  users.  That  same  company's 
Bl  tools  were  used  to  develop  internal 
dashboard  applications  collectively 
referred  to  as  Online  Reporting  Busi¬ 
ness  Intelligence  Technology  (ORBIT). 
ORBIT  is  an  easy  to  use  yet  powerful 
reporting  tool.  The  dashboard's  multi¬ 
dimensional  display  allows  ADP  to 
look  for  trends  and  patterns  in  support 
needs  and  to  proactively  solve  Client 
problems  before  they  occur. 

ORBIT  has  become  an  important 
tool  for  ADP  Dealer  Services.  ORBIT: 


Jim  Foote,  Vice  President  Field  Technology  and  Technical  Services,  ADP  Dealer  Services 


■  Provides  up-to-the-moment  Bl 

■  Exposes  patterns  and  trends 

■  Allows  ADP  to  know  of  issues/con- 
cems  before  clients  are  impacted 

■  Informs  ADP  of  clients  in  need 
of  updates 

■  Informs  ADP  of  clients  who  meet  the 
field  test  criteria 

■  Provides  ADP  real  time  information 
in  a  user  friendly  format 

■  Provides  data  for  targeted  training 
needs  of  clients  and  ADP  Support 
Associates 


Our  ORBIT  application  provides 
in-depth,  next-day  information  to  our 
management.  This  enables  managers 
to  make  more  informed  decisions.  In¬ 
ternal  departments  benefit  by  having 
access  to  information  they  need  to 
make  business  decisions  on  product 

A  multi-department  team  was  led 
by  IT  to  develop  these  technologies. 
Important  stakeholders  included  both 
the  ADP  Dealer  Services  Support  Or¬ 
ganization  and  Field  Implementation 


and  Research  and  Development. 
External  software  expertise  was 
used  throughout  the  development 
and  management  of  the  ADP  Dealer 
Services  Business  Intelligence 

Through  these  technologies, 
roadmaps  were  created,  project  de¬ 
liverables  were  identified  and  weekly 
update  meetings  were  facilitated. 
This  technology  also  assists  in  creat¬ 
ing  roadmaps  for  upcoming  and  on¬ 
going  projects.  • 


Best.  Practices  in 
Business  Intelligence 

200?  Awards  Program 


"This  prestigious  award  rec¬ 
ognizes  years  of  hard  work, 
dedication  and  investments 


made  by  Avnet's  business  and  IT 
teams  to  implement  a  best-in- 
dass  61  system.  We  appreciate 
everyone's  contributions  toward 
our  common  goal  of  transform¬ 
ing  data  into  information, 
which  is  used  by  Avneft  decision 
makers  to  enrich  the  customer 
experience." 

—BobPischke, 
Vice  President  Amt,  Inc 

THE  BIG  PAYOFF 

$5mNionROI 


Productivity  up,  costs  down 


Dept  of  Defense,  Health  Aflain(VA) 
Fort  Motor  Company,  (Ml) 


Expediting  Information  Delivery, 

Retrieval,  Reporting  and  Analysis  (tie  with  ADP) 


Avnet,  Inc. 

Web-based  portal 
offers  easy  access 
to  critical  data 

Enhanced  communications  drive 
increased  revenues 


AS  A  $15.68  BILLION  global  tech¬ 
nology  distributor,  Avnet  is  strongly 
focused  on  sales  and  product  data. 

If  used  correctly,  this  data  can  trans¬ 
form  the  business  by  increasing 
customer  responsiveness  through 
predictive  analysis,  providing  align¬ 
ment  between  inventory  levels  and 
customer  forecasts,  and  helping  cus¬ 
tomers  anticipate  changes  in  com¬ 
ponent  availability  that  might  impact 
product  manufacturing  cycles. 

For  several  years,  the  BI  sys¬ 
tem  within  Avnet's  semiconductor 
business  met  its  basic  data  report¬ 
ing  needs,  but  didn't  satisfy  the 
company's  unquenchable  thirst  for  ' 
knowledge.  The  existing  system  was 
static,  generating  one-size-fits-all 
batch  reports  that  were  not  easily 


customizable  and  only  included  a 
limited  set  of  data  points. 

Reports  were  created  by  the  IT 
team,  and  custom  reports  took 
weeks  to  develop  because  of  system 
inflexibility.  Additionally,  the  archi¬ 
tecture  of  the  system  made  finding 
specific  reports  difficult  without  per¬ 
sonalized  folders.  All  of  these  fac¬ 
tors  hindered  the  completeness  of 
the  data. 

By  working  closely  with  busi¬ 
ness  leaders  and  operational  staff, 
Avnet's  IT  team  developed  a  new 
BI  system  that  would  be  incorpo¬ 
rated  into  a  Web-based  portal.  The 
new  system  was  designed  to  make 
reports  easily  accessible  via  cus¬ 
tomized  folders  to  all  appropriate 
staff  (from  front  line  sales  staff,  to 


Hie  Avnet  Bl  team  (left  to  right):  Jared  Barton,  Data  and  Systems  Integrator:  Jacqi  Musselman,  Data  Warehouse  Architect'  Leah  Schrader, 
Sr.  Solutions  Configurer;  Manish  Lakhotia,  Enterprise  Solutions  Integrator;  Wendy  Krause,  Manager,  IT;  Vince  Desio,  Principal  Bl  Architect 


materials  managers  and  executive  materials  management  and  logis-  1,900  users  generating  125,000 

management).  The  intent  was  to  tics  systems.  Avnet  also  moved  its  reports  per  month.  The  direct  return 

transform  raw  product  and  sales  data  architecture  to  a  STAR  schema,  on  the  IT  investment  is  approxi- 

data  into  the  valuable  information  which  allows  users  to  combine  data  mately  $5  million,  achieved  mainly 

that  would  be  placed  in  the  hands  of  from  multiple  systems  to  drive  infer-  through  cost  reductions  and  pro¬ 
decision  makers,  ultimately  increas-  mation.  ductivity  increases.  Not  surprisingly, 

ing  revenue  and  profit.  Now,  reports  that  previously  revenue  and  gross  profit  growth  are 

To  effectively  design,  develop  and  took  weeks  to  create  appear  in  closely  linked  to  the  success  of  the 

deploy  the  new  Bl  system,  Avnet’s  minutes.  The  reports  can  be  gener-  new  system, 

senior  IT  architects  worked  with  ated  in  real-time,  on  demand,  and  Employee  and  customer  perfor- 
business  users  to  define  require-  are  dynamic  and  easily  customizable  mance  is  now  managed  based  on 

ments,  create  the  user  interface,  and  by  business  staff  instead  of  IT.  The  real-time  information.  Sales  staff 

ensure  the  quality  and  consistency  information  can  be  viewed  through  can  engage  their  customers  at  a 

of  the  data  being  incorporated  into  the  web  portal  as  scorecards,  and  au-  deeper  level  based  on  historical 

the  reports.  The  foundation  of  the  tomatically  populates  customer  review  sales  activities  and  predictive  analy- 

new  system  was  a  web-based  data  materials  such  as  PowerPoint  tern-  sis  of  inventoiy  requirements.  They 

warehousing  solution  that  provided  plates.  Based  on  these  capabilities,  this  can  also  make  recommendations  for 

personalization,  security,  custom-  system  is  now  deemed  mission  critical,  associated  product  purchases  by  an- 

ization,  and  additional  data  subject  The  new  Bl  system  was  felly  ad-  ticipating  their  customers'  complete 

areas,  such  as  data  from  purchasing,  opted  throughout  the  business,  with  design  solution  needs.  • 


Submissions  here  should  focus  on  such  capabilities  as  moving  from  ad  hoc  query/OLAP  to  scorecards,  dashboards,  enhanced  visualization,  and 
predictive  modeling.  Equally  important  is  enabling  users  to  mine  and  access  data  on  their  own  while  maintaining  standards,  quality  and  consis¬ 
tency.  Moreover,  it  is  necessary  to  show  the  ability  to  use  predictive  analysis  to  exploit  opportunities  in  operational  processes,  customer  demo¬ 
graphics  and  market  conditions.  Lastly,  this  category  features  the  simplification  of  user  interfaces  to  streamline  Bl  use  throughout  the  enterprise. 


Best  Practices  in 
Business  Intelligence 

2007  Awards  Program 


Innovation  and  Promise 
in  Business  Intelligence 


Plymoath,MiimesMa 
www.aris0nmarketin9.com 
Marketing  services  that 
retain  customers 

"Our  success  is  measured  by 
helping  clients  drive  their  top 
and  bottom  lines.  This  award  vali¬ 
dates  our  belief  that  providing 
dients  with  the  best  data  enables 
them  to  engage  their  customers 
and  channel  partners  in  mean¬ 
ingful  experiences.  Innovative 
use  of  Bl  an  create  connections 
that  count  and  drive  results." 

—Ben  Leonard.  IT  Director, 
Carlson  Marketing  Worldwide 


Carlson  Marketing  Worldwide 

Empowering 
dients  is 

the  key  to  success 

BI  environment  with  self-service 
analytical  capabilities  streamlines 
company  operations. 


CARLSON  MARKETING  WORLD¬ 
WIDE  (CMW)  provides  unique  mar¬ 
keting  services  to  its  clients  that 
helps  them  develop  and  sustain  their 
relationships  with  customers.  As  part 
of  their  Sales  and  Marketing  ser¬ 
vices,  CMW  developed  a  "Recogni¬ 
tion  &  Rewards"  (R&R)  program  for 
its  clients  with  a  goal  of  empowering 
them  to  better  engage  with  their  em¬ 
ployees  and  channel  partners. 

In  order  to  achieve  this  goal,  CMW 
invested  in  a  unique  web-based,  on- 
demand  Bl  solution  and  improved 
its  infrastructure.  The  desired  out¬ 
come  of  this  solution  was  enhanc¬ 
ing  customer  satisfaction  by  helping 
end  users  define  their  own  success 
parameters,  track  their  incentive 


:  programs  and  measure  various  key 
;  performance  indicators  (productivity, 

I  operations  cost,  success  rate,  etc). 

The  primary  challenge  with  the 
i  R&R  solution  was  segmenting  and 
!  awarding  the  users  across  varied 
j  organizational  hierarchies  in  its  cus- 
:  tomer  base.  CMW  also  wanted  to  in- 
j  tegrate  the  varied  analytical  needs  of 
;  customers  into  a  common  semantic 
I  layer  and  provide  a  secure  mecha- 
!  nism  to  help  them  track  their  R&R 
I  initiatives. 

CMW’s  on-demand  Bl  solution, 

!  entitled  "My  Work  Link”  or  "MWL,"  is 
:  powered  by  a  multi-tenant  architec- 

I  is  shared  by  all  customers  and  pro- 
I  vides  a  secure  and  integrated  view 


of  their  R&R  data.  MWL  has  a  robust 
security  mechanism  and  provides 
different  views  to  employees  within 
each  organization  based  on  the  roles 
defined  by  the  owner  of  the  incen¬ 
tive  program.  It  also  uses  a  unique 
"parent-child"  hierarchy  roll-up  to 
segment  and  address  different  orga¬ 
nizational  hierarchies  that  exist  in 
the  customer  base. 

MWL  further  provides  executive 
management  with  sophisticated  self- 
service  capabilities  and  standardized 
reports  that  provide  key  insights  into 
the  health  of  the  organization's  R&R 
programs. 

The  open  web-services  API  of  the 
solution  also  makes  it  possible  to 
integrate  the  reporting  environment 
with  the  shared  infrastructure  while 
simultaneously  meeting  the  core 
requirement  of  customizing  the  envi¬ 
ronment  to  satisfy  client  needs. 

Data  security  was  the  main  con¬ 
cern  in  a  multi-tenant,  hosted  Bl 
environment.  In  order  to  address  this 
concern,  CMW  had  to  not  only  build 
a  secure  analytical  environment  for 
users  across  organizations,  but  con¬ 
vince  those  users  to  adopt  the  ser¬ 
vice.  The  MWL  solution  is  now  being 
employed  by  1 7  customers  across  a 
wide  range  of  industries,  including 
banking,  telecommunications,  phar¬ 
maceuticals,  and  restaurants. 

Another  concern  was  quickly  ac¬ 
quiring  competency  in  various  tools. 
CMW  overcame  this  obstacle  by 
partnering  with  an  IT  and  business 
processing  outsourcing  company. 
This  company  had  deep  experience 
working  with  leading  data  integra¬ 
tion  and  Bl  technologies,  and  its 
skilled  consultants  helped  CMW  re¬ 
duce  the  solution’s  time-to-market. 


This  was  specifically  accomplished  life  cycle  time  by  3096. 

through  parallel  development  of  CMW  decided  to  provide  MWL 

Data  Integration  and  Reporting  Bl  solution  as  a  service  to  its  cus- 

modules.  CMW  eliminated  the  tomers,  so  instead  of  running  the 

dependency  between  these  two  R&R  program  in  a  "build-operate- 

CMW  had  to  not  only  build  a  secure  analytical 
environment  for  users  across  organizations,  but 
convince  those  users  to  adopt  the  service. 


by  using  "data  obfuscation"  tech-  transfer  mode,  CMW  hosted 
niques.  Then,  the  outsourcer's  in-  the  infrastructure  and  provided  a 
house  solution  accelerator  was  Bl  environment  with  self-service 

used  to  generate  test  data  for  report-  analytical  capabilities  to  all 
ing.  This  helped  reduce  the  project  customers.  • 


The  honoree  here  has  led  the  way  through  successful  "pioneering"  of  leading/bleeding-edge  Bl  technology,  a  task  that  calls  for  the  ability 
to  overcome  early  adoption  obstacles  and  to  resolve  problems  either  inhouse  or  via  unique  vendor/integrator/other  user  partnerships. 
This  category  also  focuses  on  the  project's  innovative  approach  to  Bl  and  successful  implementation. 


The  Carlson  Bl  Team  (left  to  right):  Jennifer  Hansegard  (sitting):  Abhijith  Vishwanata  (kneeling); 
Ben  Leonard  (lying  in  front):  Narashiman  Rengarajan  (standing);  Vivek  Chaudhary  (kneeling); 
Kristy  Ross  (lying);  Julie  Laxen  (standing);  Dan  William  (kneeling);  Luke  Smith  (sitting) 


of  their  R&R  data.  MWL  has  a  robust 
security  mechanism  and  provides 
different  views  to  employees  within 
each  organization  based  on  the  roles 
defined  by  the  owner  of  the  incen¬ 
tive  program.  It  also  uses  a  unique 
"parent-child"  hierarchy  roll-up  to 
segment  and  address  different  orga¬ 
nizational  hierarchies  that  exist  in 
the  customer  base. 

MWL  further  provides  executive 
management  with  sophisticated  self- 
service  capabilities  and  standardized 
reports  that  provide  key  insights  into 
the  health  of  the  organization  s  R&R 
programs. 

The  open  web-services  API  of  the 
solution  also  makes  it  possible  to 
integrate  the  reporting  environment 
with  the  shared  infrastructure  while 
simultaneously  meeting  the  core 
requirement  of  customizing  the  envi¬ 
ronment  to  satisfy  client  needs. 

Data  security  was  the  main  con¬ 
cern  in  a  multi-tenant,  hosted  Bl 
environment.  In  order  to  address  this 
concern,  CMW  had  to  not  only  build 
a  secure  analytical  environment  for 
users  across  organizations,  but  con¬ 
vince  those  users  to  adopt  the  ser¬ 
vice.  The  MWL  solution  is  now  being 
employed  by  1 7  customers  across  a 
wide  range  of  industries,  including 
banking,  telecommunications,  phar¬ 
maceuticals,  and  restaurants 

Another  concern  was  quickly  ac¬ 
quiring  competency  in  various  tools. 
CMW  overcame  this  obstacle  by 
partnering  with  an  IT  and  business 
processing  outsourcing  company. 

This  company  had  deep  experience 
working  with  leading  data  integra¬ 
tion  and  Bl  technologies,  and  its 
skilled  consultants  helped  CMW  re¬ 
duce  the  solution's  time-to-market. 


This  was  specifically  accomplished 
through  parallel  development  of 
Data  Integration  and  Reporting 
modules.  CMW  eliminated  the 
dependency  between  these  two 


by  using  "data  obfuscation"  tech¬ 
niques.  Then,  the  outsourcer's  in- 
house  solution  accelerator  was 
used  to  generate  test  data  for  report¬ 
ing.  This  helped  reduce  the  project 


life  cycle  time  by  30%. 

CMW  decided  to  provide  MWL 
Bl  solution  as  a  service  to  its  cus¬ 
tomers,  so  instead  of  running  the 
R&R  program  in  a  “build-operate- 


transfer”  mode,  CMW  hosted 
the  infrastructure  and  provided  a 
Bl  environment  with  self-service 
analytical  capabilities  to  all 
customers.  • 


CMW  had  to  not  only  build  a  secure  analytical 
environment  for  users  across  organizations,  but 
convince  those  users  to  adopt  the  service. 


#1 

Business  Analytics 


#1  in  Business  Analytic  Tools 
#1  in  CRM  Analytic  Applications 
#1  in  Data  Warehousing  Tools 


Oracle  Business  Intelligence 

Any  Data  Source.  Any  Format.  Anytime. 


ORACLE 


oracle.com/bi 
call  1.800.0RACLE.1 


Michael  Gartenben 


XT 


Linux  Still  Doesn’t 
Make  It  on  Desktop 


BACK  IN  the  mid-’90s,  my  research  focused  on  desk¬ 
top  operating  systems.  There  was  a  plethora  of  op¬ 
tions  for  IT  organizations,  with  Mac  OS,  Windows  in 
the  guise  of  NT  and  95,  and  OS/2  Warp  all  vying  for 
the  attention  of  IT  managers.  Even  Unix  workstation  vendors 
had  thoughts  of  moving  beyond  scientific  and  engineering  ap¬ 
plications  to  mainstream  knowledge  worker  desktops. 


But  by  the  late  ’90s,  it 
felt  as  if  I  was  doing  the 
color  commentary  for  a 
horse  race  whose  leader 
was  out  in  front  by  10 
furlongs.  Still,  while  it 
was  clear  to  many  that 
Microsoft  was  going  to 
dominate  the  desktop, 
that  didn’t  stop  some 
in  IT  from  looking  for 
alternatives. 

Then  a  dark  horse 
emerged.  Many  people 
now  believe  that  Linux 
represents  a  viable  al¬ 
ternative.  Today,  with 
mainstream  hardware 
vendors  like  Dell  offer¬ 
ing  Linux  installations 
and  some  folks  thinking 
a  major  shift  is  about  to 
happen,  it’s  time  to  take 
another  look  at  Linux  on 
the  desktop. 

Unfortunately,  despite 
major  strides  in  recent 
years  —  notably  the  Ubun- 
tu  release  —  Linux  still 
isn’t  viable  for  most  end 


Take  a  look,  for  ex¬ 
ample,  at  the  Dell  of¬ 
fering.  When  it  was  first 
announced,  I  asked  com¬ 
pany  officials  whether 
it  was  a  mainstream 
product  with  full  support. 
No,  they  said.  The  Linux 
machines  were  meant  for 
enthusiasts  who  wanted 
a  “no  Windows”  option. 
Users  would  still  have 
to  pay  for  the  operating 
system  —  about  $50  less 
than  Windows,  which 
was  hardly  a  major  sav¬ 
ings  —  and  significant 
features  would  be  miss¬ 
ing  because  of  a  lack  of 
driver  support. 

In  short,  even  though 
Linux  has  come  a  long 

■  Linux  has 
come  a  long 
way  in  the  past 
few  years,  but 
it  hasn’t  come 
far  enough. 


way  in  the  past  few  years, 
it  hasn’t  come  far  enough. 
The  latest  and  greatest 
hardware  still  arrives 
without  Linux  driver  sup¬ 
port.  Until  a  vendor  is 
willing  to  take  a  gamble 
and  build  fully  optimized 
Linux  systems,  most 
IT  shops  simply  won’t 
bother  to  make  the  costly 
transition. 

And  cost  is  the  hid¬ 
den  factor.  While  much 
is  made  of  Linux’s  being 
free,  the  truth  is  that  soft¬ 
ware  costs  account  for 
only  about  10%  of  total 
cost  of  ownership  for  PCs. 

Finally,  there's  the  lack 
of  critical  application 
support.  Most  notable 
for  businesses  is  the  lack 
of  support  for  Microsoft 
Office.  Yes,  there  are 
office  suites  available 
for  Linux,  but  the  reality 
is  that  most  organiza¬ 
tions  are  dependent  on 
Microsoft’s  applications. 
Anything  with  less  than 


100%  interoperability  and 
compatibility  isn’t  going 
to  make  it  in  the  business 
world.  And  does  anyone 
believe  that  Microsoft 
will  ship  a  Linux  version 
of  Office  anytime  soon? 
Or  ever? 

And  it’s  not  just  busi¬ 
ness  users  who  are  af¬ 
fected.  Sorry,  consumers, 
but  there’s  no  version  of 
iHines  for  Linux. 

So,  the  search  for  an 
alternative  to  Microsoft 
on  the  desktop  continues. 
The  fact  that  a  main¬ 
stream  hardware  vendor 
like  Dell  is  willing  to 
make  a  Linux  effort  is 
laudable,  but  until  such 
offerings  enter  the  main¬ 
stream,  we’ll  have  a  catch- 
22  situation  in  which 
vendors  wait  for  users  to 
adopt  and  users  wait  for 
vendors  to  deliver. 

For  now  and  the  fore¬ 
seeable  future,  it’s  going  to 
remain  a  Microsoft  world. 
Linux  still  isn't  the  an¬ 
swer.  And  of  course,  there 
is  always  that  other  Unix- 
based  operating  system 
that  has  gained  popularity 
over  the  past  few  years. 

It’s  called  Mac  OS  X,  and 
it  comes  from  Apple.  ■ 
Michael  Gartenberg  is  vice 
president  and  research 
director  for  the  personal 
technology  and  access  and 
custom  research  groups 
at  JupiterResearch  in 
New  York.  Contact  him  at 
mgartenberg@optonline. 
net.  His  weblog  and  RSS 
feed  are  at  http-y/weblogs. 
jupiterresearch.com/ 
analysts/gartenberg. 
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Congratula| 
Award  Rec: 


Computerworld’s  Business  Intelligence  Perspective 
proudly  announced  the  results  of  the  fourth  “Best  P) 
in  Business  Intelligence”  Awards  Progranv  ThjtodB 
honors  top  IT  users  “Best  Practice"  case 
from  a  field  of  qualified  finalists  C  i 

Honoree  Award  Recipients  in  each  of  the  followilwfiBij^ 
recognized  during  the  awards  ceremony  at 
Perspectives  in  Las  Vegas,  Nevada  on  Septenbc^Ooc 


j  BUSINESS  INTELLIGENCE  PERSPECTIVES 

Best  Practices 

I  IN  BUSINESS  INTELLIGENCE 


Creating  an  Agile  Bl  Infrastructure 

American  Modern  Insurance  Group,  Ohio  " , 

Finalists:  Allegheny  County  Department  of  Human  Services,  Pennsylvania  f  f 

BlueCross  BlueShield  of  Tennessee,  Tennessee 
Broward  County  Public  Schools,  Florida 

University  of  California,  Riverside,  College  of  Humanities,  Arts,  and  Social  Sciences,  California 


Driving  Process  Management  with  Bl 
Airlines  Reporting  Corporation,  Virginia 

Finalists:  Accenture,  Illinois 

Cox  Enterprises,  Inc.,  Georgia 
Geisinger  Health  System,  Pennsylvania 


Sputnik 

The  little  satellite  hugely 
embarrassed  us  50  years 
ago  and  led  to  a  L'.S. 
teehnologieal  rebound 
that  changed  the 
world.  But  are  w  e 
risking  another 
humiliation? 


■  COVER  STORY 


story  from  the  1970s  and  aarty  1980s, 


WHAT  KAHN  DID  WOS  abso¬ 
lutely  remarkable.  He  sup¬ 
ported  the  DARPA  VLSI 
program,  which  funded  the  Mead- 
Conway  integrated  circuit  design 
methodology.  Then  he  funded  the  SUN 
workstation  at  Stanford  because  For¬ 
est  Baskett  needed  a  high-resolution, 
bit-mapped  workstation  for 
doing  VLSI  design,  and  his 
grad  student,  Andy  Bechtol- 
sheim,  had  an  idea  for  a  new 

Meanwhile,  he  funded 
[UC]  Berkeley  to  do  Berke¬ 
ley  Unix.  He  wanted  to  turn 
Unix  into  a  common  plat¬ 
form  for  all  his  researchers 
so  they  could  share  results 
more  easily,  and  he  also  saw  it  as  a 
TYojan  horse  to  drive  the  adoption  of 
TCP/IP.  That  was  at  a  time  when  ev¬ 
ery  company  had  its  own  networking 
protocol  -  IBM  with  SNA.  DEC  with 
DECnet,  the  Europeans  with  X.25 


—  all  brain-dead  protocols. 

One  thing  Kahn  required  in  Berke¬ 
ley  Unix  was  that  it  have  a  great 
implementation  of  TCP/IP.  So  he 
went  to  Baskett  and  Bechtolsheim 
and  said,  “By  the  way,  boys,  you  need 
to  run  Berkeley  Unix  on  this  thing.” 

Meanwhile,  Jim  Clark  was  a  faculty 


a 

member  at  Stanford,  and  he 
looked  at  what  Baskett  was 
doing  with  the  VLSI  pro¬ 
gram  and  realized  he  could 
take  the  entire  rack  of  chips 

that  were  Baskett ‘s  graphics 
processor  and  reduce  them 

h# 

where  Silicon  Graphics 
came  from. 

All  this  stuff  haopened 

because  one  brilliant  guy,  Bob  Kahn, 
cherry-picked  a  bunch  of  phenomenal 
researchers  and  headed  them  off  in 
complementary  directions  and  cross- 
fertilized  their  work.  It’s  just  utterly 
remarkable. 


bully  pulpit  by  ARPA  managers. 

Moreover,  the  individual  technolo¬ 
gies  cross-fertilized  and  combined 
over  time  in  ways  probably  not  fore- 


ington.  Then  the  events  of  Sept.  11, 2 
changed  priorities  everywhere.  Obs 
ers  say  DARPA  shifted  funding  froi 


DARPA  officials  declined  to  be  in¬ 
terviewed  for  this  story.  But  a  spoke' 
woman  for  DARPA  Director  Anthon  - 
Tether  said,  “DARPA  has  not  pulled 


WebSphere 


DM  TAKEBACKCONTROL 


■  Q&A  TONY  SCHWARTZ 


CAREERS  ■ 


The  road  to  success  isn’t  always 

on  the  map.  By  Mary  K.  Pratt 

LIMB  THE  CORPORATE  LADDER.  Keep  your  eye 
on  the  ball.  Pay  your  dues.  A  lot  of  the  conventional 
j  wisdom  about  how  to  succeed  in  your  career  is 

sound,  and  the  oft-recommended  linear  path  upward 
frequently  works  well  enough. 

Many  successful  IT  leaders  are  iconoclasts,  however. 

-  They  went  against  the  grain,  ignored  advice  or  turned 
.  V:  away  from  trends  to  find  ways  that  were  right  for 
I S I  them.  Here,  they  share  some  of  their  stories  about  the 
junctures  where  they  disregarded  prescribed  career  road  maps,  and 
they  reveal  how  those  choices  helped  them  make  it  to  the  top. 


ment  I  decided  to  take  a  three-year 
stint  in  private  industry  to  learn  com¬ 
puter  security  in  1990  to  ’93  and  then 
return  to  federal  service  as  an  infor¬ 
mation  security  professional,”  he  says. 
■  The  Outcome:  That  move  resulted 
in  my  becoming  the  first  executive- 
level  chief  information  security  of¬ 
ficer  on  the  civilian  side  of  the  federal 
government,  and  I'm  still  the  only 
person  ever  to  have  served  as  the 
CISO  at  two  cabinet-level  depart¬ 
ments,”  says  Brody,  now  vice  presi¬ 
dent  of  information  assurance  at  Ar¬ 
lington,  Va.-based  CACI  International 
Inc.,  which  provides  IT  and  network 
systems  for  national  security,  intelli¬ 
gence  and  e-govemment  in'  ' 
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The  bungee  cord 
for  the  modern 
IT  executive. 


CAREERS  ■ 


A6RAIN0FSALT 


the  nonprofit  (ISC)2,  the  International 
Information  Systems  Security  Certifi- 

■  i  .  .  cation  Consortium.  He  says  he  chose 

not  to  foUow  a  Prescribed  career  path 
.  _  and  instead  looked  for  opportunities 
to  use  his  talent  and  expertise  in  situa¬ 
tions  "where  there  was  something  new 
to  be  built  or  something  in  existence 
assess  advice  from  a  personal  perspective.  that  needed  to  be  fixed." 

. - . * .  "The  Outcome:  Schmidt  says  that  by 

■  Think  long  term.  Ponder  how  your  deci-  hmm  finding  those  op- 

sion  will  affect  you  in  five  or  10  years.  portunities,  he  was 

■"weep  im  open  miirf”  Don't  rule  out  ad-  " "  ¥  able  to  accelerate 

vice  because  the  options  now  in  front  of  you  h^  ^reer  through 

weren't  among  your  original  goals  hlgh‘profile  |obs 

^n.^ngyroronsanaigoais. .  ■  /JjH  suchas White 

■  Consider  the  source.  Some  mentors  truly  House  cybersecuri- 

have  your  best  interests  in  mind;  others'  ty  adviser  and  chief 

advice  might  be  clouded  by  their  own  issues.  security  officer  at 

■  Hah.  a  fet.  but' trust  your  gut.  Write  “dXylnc."1’' 

down  the  pros  and  cons  of  following  the  . _ . 

advice  so  you  can  analyze  it.  Weigh  the  ,  , 

results  against  how  you  actually  feel  about  JOlM  UldSCT 
the  situation.  A  long  list  of  pros  shouldn't  ■  Exp*;,,,)  Move  |  Didn’t  Make:  Like 

most  college  graduates,  John  Glaser 
was  expected  to  join  the  stampede  into 
professional  life.  Instead,  after  gradu- 


-  MARY  K.  PRATT 


ating  from  Duke 
University  in  1976, 
he  went  to  work  at 
a  salmon  cannery 
in  Alaska,  hitch¬ 
hiked  to  Panama 
and  then  headed 
back  to  North  Car¬ 
olina  to  be  with  his 
college  sweetheart. 
Glaser  says  he 
didn’t  know  what  he  wanted  to  do  for 
work  at  the  time,  and  he  didn't  want  to 
rush  into  the  wrong  job  just  to  get  his 
professional  life  started. 

■  The  Outcome:  While  living  in  North 
Carolina,  he  got  a  tech-related  job  at 
the  Research  Triangle  Institute  work¬ 
ing  on  the  National  Medical  Care  Ex¬ 
penditure  Survey.  Something  clicked, 
and  Glaser  settled  into  a  career  in 
health  care  IT.  He  is  now  CIO  at  Part¬ 
ners  Healthcare  Inc.  in  Boston.  He  has 
also  been  married  for  27  years  to  the 
woman  he  went  back  for.  ■ 

Pratt  is  a  Computerworld  contributing 
writer  in  Waltham,  Mass.  Contact  her  at 
marykpratt@verizon.net. 


You  have  to  stretch  .  From  directing  your  company’s  IT  infrastructure  —  all  the  way  to 
contributing  to  its  business  goals.  You’re  the  one  pulled  between  two  worlds. 

Which  is  why  you’re  the  one  who  needs  Cognos.  We  are  the  experts  in  performance  management, 
delivering  a  single,  Web-based  SOA  platform  that  works  within  your  existing  infrastructure.  Unlike 
SAP  and  Oracle,  we  have  17  years  of  proven  performance  management  experience,  enabling 
organizations  like  yours  to  understand,  plan,  and  monitor  their  business.  And  with  over  23,000 
satisfied  customers  already,  we  can  put  success  within  your  reach. 

Proceed  with  confidence.™  To  find  out  more,  visit  www.cognos.com/bungee  today. 

COGNOS 

LEVEL  OF  PERFORMANCE™ 


THE  NEXT  I 


STARING  BACK  AT  YOU  FROM  A  $50  DESKTOP  WITH  A  $500  ATTITUDE. 


Discover  SUSE.  Linux  Enterprise  Desktop  10  from  Novell..  Infrastructure  for  innovation.’" 

It's  the  $50  desktop.  The  only  one  with  amazing  desktop  graphics,  word  processing,  spreadsheet, 
presentation,  Web  browser,  email,  multi-media,  active  directory  integration  and  advanced  Microsoft-file 
compatibility.  The  only  one  that  delivers  everything  you  need  for  a  fraction  of  the  cost.  So  you  can  put 
your  resources  to  better  use.  It's  just  one  more  piece  of  the  Open  Enterprise:  all  the  infrastructure  it 
takes  to  innovate. 

Innovate  today  at  www.novell.com/linux  Novell 

This  Is  Your  Open  Enterprise.  " 


■  SECURITY  MANAGER’S  JOURNAL  MATHIAS  THURMAN 

Did  Someone  Say 
‘Extra  Money*? 

When  your  CIO  invites  you 
to  come  up  with  a  wish  list, 
some  restraint  is  advisable. 


f  W  OW  OFTEN 
do  you  hear, 
V  “We  have 


tomers  and  partners  use 
and  that  would  be  accept¬ 
able  to  use  during  merg- 


to  accommodate  various 
methods  of  FTP,  including 
Web-based  uploads  and 


■  A  security  policy  com¬ 
pliance  and  confirmation 
tool.  We  have  lots  of  secu¬ 
rity  policies  but  no  way  to 
ensure  that  employees  hav 
read  them.  We  place  our 
policies  on  the  corporate 
Web  site,  which  is  an  im¬ 
provement  on  three-ring 
binders  only  in  that  they 


Trouble 

Ticket 


get  funded. 

ACTION  PLAN:  Focus 
on  fast  deployments  a 
low  overhead. 


ticularly  concerned  right 
now  about  our  recent  IP 
telephony  and  SAP  Basis 
deployments.  IP  telephony 
was  deployed  on  a  fast 
track  and  in  a  limited 
fashion  about  a  year  ago, 
and  we  plan  to  expand  the 
technology’s  use.  Before 
we  do  that,  I  want  some 
professional  reassurance 
that  we  have  thoroughly 
mitigated  the  risks  that  IP 
telephony  and  all  its  bells 
and  whistles  can  bring. 

We  use  SAP  for  finan¬ 
cials  and  recently  installed 


Outlook  Web  Access  (OWA). 

It  would  cost  us  nothing 
to  enable  SecurlD  for  our 


■  Secure  FTP.  Currently,  to  manage  the  deployn 
we're  using  an  old  Solaris 

server  that’s  sitting  in  our  Bi  i.„_4  i;-* 

DMZ  and  running  an  "  1  1 "W . 

old  version  of  WU-FTP.  ShOTt,  TOCUSing 
Neither  the  server  nor  the  on  things  that 
operating  system  is  sup-  could  be  rolled 


ta  is  passed  in  cleartext),  I  yet  add  value. 


RESOURCE  IN  ONTARIO 
IS  MINED  MORE  THAN  ANY  OTHER. 
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■  OPINION 

Paul  Glen 

So  You  Want 
ToBeaManager 


AS  FALL  begins,  my  thoughts  often  turn  to  the  fu¬ 
ture.  One  of  the  common  questions  for  IT  profes¬ 
sionals  thinking  about  the  future  is  whether  to 
pursue  a  career  in  management. 

It’s  a  good  time  to  think  about  this  if  you’ve  been  purely 
technical  for  a  long  time.  The  coming  wave  of  baby  boomer 
retirements  will  leave  plenty  of  management  jobs  available. 
But  how  do  you  know  whether  management  is  really  for  you? 


Here  are  a  few  thoughts 
for  the  curious. 

REASONS  TO  NOT  00  INTO 

Duira  for  money- While 
management  jobs  can  pay 
well,  not  all  do.  In  fact, 
when  I  managed  a  large 
group,  there  were  a  num¬ 
ber  of  purely  technical 
people  who  reported  to 
me  who  made  more  than 
I  did.  And  I  thought  that 
was  appropriate.  Pay  is  not 
a  matter  of  position,  but  of 

supply  and  demand.  Rare 

and  valuable  technical 
skills  may  be  worth  more 
than  relatively  common 


Desire  for  power.  One  of 

the  best-kept  secrets  of 
management  is  that  the 
higher  up  you  go  in  an  or¬ 
ganization,  the  more  —  not 
less  —  dependent  on  oth¬ 
ers  you  become.  Success¬ 
ful  managers  know  that 
power  is  mostly  an  illu¬ 


sion.  The  more  people  you 
manage,  the  more  your 
success  is  the  sum  total  of 
theirs.  Alone,  you  are  just 
a  person  with  some  ideas. 
The  desire  to  dominate 
generally  foments  coups, 
not  loyalty  or  productivity. 

Desire  for  status.  There 
are  lots  of  ways  to  earn  the 
respect  and  admiration 
of  your  peers.  Becoming 
their  manager  is  not  one 
of  them.  In  fact,  when  you 
start  to  manage  a  group 
of  people  who  used  to  be 
your  peers,  they  often,  al¬ 
though  not  always,  devel¬ 
op  resentment  and  lose  re- 


■  There  are  lots 
of  ways  to  earn 
the  respect  and 


sped  for  you.  Management 
can  be  a  lonely  job,  even 
though  you’re  constantly 
surrounded  by  people. 

Desire  for  easy  work.  The 
illusion  of  an  easy  life  is 
another  poor  reason  to 
go  into  management.  You 
may  think  that  the  boss 
doesn't  work  hard;  he  just 
goes  to  meetings.  While 
the  work  of  management  is 
completely  different  from 
technical  work,  it's  not 
easy  to  do  it  well. 


people  and  technology.  Most 
of  us  who  grew  up  techni¬ 
cal  think  about  machines. 
If  you  want  to  start  to 
explore  the  complexities 
of  humanity,  management 
is  a  good  way  to  do  it.  But 
be  prepared  to  change  the 
ways  you  think.  People 
problems  often  are  not 
subject  to  the  same  forms 
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of  analysis  that  work 
so  well  on  engineering 
problems. 

Desire  to  help  others 
grew.  Good  managers  are 
also  good  teachers.  They 
may  not  lecture,  but  they 
do  think  about  how  to  help 
their  people  grow  and  de¬ 
velop.  To  be  a  good  man¬ 
ager,  you  need  to  derive 
personal  satisfaction  from 
seeing  others  advance. 

Desire  to  get  things  done. 
Management  isn't  just 
about  being  warm  and 
fuzzy.  You  still  need  to  get 
things  done.  If  you  have 
a  strong  desire  to  accom¬ 
plish  things  in  a  work  con¬ 
text  and  are  willing  to  help 
other  people  do  it  with 
you,  then  management 
may  be  a  good  choice. 

Obviously,  I  believe 
that  management  can  be 
a  great  job  and  a  noble 
calling,  but  it  isn’t  for  ev¬ 
eryone.  Think  carefully 
before  you  make  a  major 
commitment  to  a  career 

If  you're  curious  about 
management,  talk  to  your 
boss  about  trying  out  a 
small  assignment  before 
you  make  a  major  commit¬ 
ment.  You  may  find  that 
it's  a  great  fit,  or  you  may 
streak  back  to  the  key¬ 
board.  ■ 

Paul  Olan  is  the  founder 
of  the  GeekLeaders.com 
Web  community  and  au¬ 
thor  of  the  award-winning 
book  Leading  Geeks:  How 
to  Manage  and  Lead  Peo¬ 
ple  Who  Deliver  Technol¬ 
ogy  (Jossey-Bass,  2003). 
Contact  him  at  in fo@ 
pnulgfen.com. 


Know  your  network  roots 
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-thrill  If:?  III? 


The  Internet  poses  se¬ 
curity  risks.  Always  has. 
Always  will. 

Users  don't  understand 
IT  —  never  have,  never 
will.  All  they  really  un¬ 
derstand  is  their  jobs. 

No  project  gets  enough 
time,  budget  and  resourc¬ 
es  to  be  done  the  way  it 
should  be  done. 

“Free”  anything  isn’t 

Faster  hardware  is 
cheaper  than  faster 
software. 

Vendors  and  consul¬ 
tants  are  trying  to  make 
as  much  money  from  cus¬ 
tomers  as  possible.  It’s  up 
to  us  to  get  our  money’s 
worth.  Caveat  emptor. 

The  best  technology 
doesn’t  always  make  a 
successful  product.  Then 
again,  the  best  technology 
may  not  be  what  you  need. 

Some  vendors  really 
don’t  like  some  other 
vendors  —  so  much  that 
they’re  willing  to  let  it 
get  in  the  way  of  working 
with  customers. 

If  nobody  else  is  try¬ 
ing  something,  there’s 


usually  a  reason.  Maybe 
not  a  good  reason,  but  a 

Faster  hardware 
doesn’t  solve  business 
problems  —  unless  the 
business  problem  is  slow 
hardware. 

The  CEO  will  always 
think  consultants’  ideas 
are  good  because  he’s  pay¬ 
ing  good  money  for  them. 

Traffic  expands  to  fill 
the  bandwidth  provided. 

If  you  take  something 
away  from  users,  they’ll 
sneak  it  in  the  back  way 
anyhow. 

The  most  powerful  in¬ 
fluence  on  CEOs’  IT  pref¬ 
erences  are  the  people 
who  write  for  airline  in¬ 
flight  magazines. 

“More  bandwidth/ 
memory/storage/process¬ 
ing  power  than  you’ll 
ever  need”  will  last  you 
six  months.  A  year,  tops. 

“We’ve  never  done 

■  Agoodidea 
is  no  match  for 
a  bad  habit. 


it  that  way  before”  is  a 
more  powerful  argument 
than  any  cost-benefit 
analysis. 

IT  projects  advance  or 
die.  Sometimes  both.  But 
if  a  project  isn’t  advanc¬ 
ing,  it’s  dying. 

Nobody  ever  got  fired 
for  buying  the  flavor  of 
the  month. 

What  counts  isn’t  how 
much  a  product  costs 
when  you  buy  it.  What 
counts  is  how  much  it 
costs  before  you  finally 
shut  it  down. 

Functionality  isn’t  the 
same  as  usefulness. 

When  you  just  have  a 
hammer,  everything  looks 
like  a  nail.  Most  IT  people 
just  have  technology. 

It  always  takes  longer 
and  costs  more  to  fix  it 

The  systems  that  last 
are  the  ones  you  were 
counting  on  to  be  obsolete. 

A  good  idea  is  no 
match  for  a  bad  habit. 

By  the  time  your  CEO 
has  read  about  a  technol¬ 
ogy,  it’s  no  longer  a  stra¬ 


tegic  advantage. 

Ninety  percent  of  a 
system’s  cost  is  still  train¬ 
ing  people  to  use  it. 

IT  projects  fail.  Large 
projects  fail  more  often 
than  small  ones.  So  if  fail¬ 
ure  isn’t  an  option,  youll 
never  do  anything. 

If  you  think  your  com¬ 
pany’s  users  are  awful, 
just  wait  till  you’re  on  the 
Web  and  have  customers 
of  your  own. 

Exactly  what  you  want 
always  costs  more  than 
what  you  can  afford  — 
whether  it’s  technology 
or  IT  employees. 

Old  ideas  got  that 
way  because  they  proved 

Data  isn’t  information. 
Information  isn’t  knowl¬ 
edge.  Knowledge  isn’t 
manageable. 

Systems  aren’t  made 
from  metaphors,  para¬ 
digms  and  methodolo¬ 
gies.  They’re  made  from 
code,  wires  and  hard¬ 
ware. 

The  Model  T  didn’t  be¬ 
come  a  standard  because 
it  was  the  best.  It  became 
a  standard  because  it  was 
the  cheapest. 

The  hardest  problems 
get  solved  last  ■ 

Frank  Hayas,  Computer- 
world’s  senior  news  colum¬ 
nist,  is  out  sick  this  week. 
This  column  originally 
appeared  in  2000.  You 
can  contact  Hayes  at 
frank_hayes@ 
computerworld.com. 
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Oracle 

Database  11 g 


>/  Online  upgrades  and  patching 

V  Advanced  partitioning  and  compression 

V  Record  and  replay  real  workloads 
>/  Delegate  jobs  to  a  standby  database 
/  Query  a  database  as  it  was  a  week  ago 


The  Innovation  Continues 


ORACLE 


oracle.com/database 
or  call  1.800.0RACLE.1 


